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1. Assemble an enrollment management team
2. Define the external message of the school

3. Change program and practice to align better with the mission and
expectations of current constituents & create quality control feedback
loops

4. Change the enroliment capacity/size of the school

5. Expand the financial aid budget & redefine the institutional discount
(remission, merit aid, etc.)

6. Align institutional resources toward the enroliment/marketing effort

7. Remove the most significant programmatic/staffing problems to
enrollment i reenroliment

8. AND, if necessary:
1. Redefine (change) mission of the school in the face of the market
2. INTENTIONALLY changing the enrollment standards of the school
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Teenagers in the United States 11.000.000

m

20% who live in Midwest 2,200,000

25% who would consider leaving home 4SS

4% who can afford boarding 22,000

% who are Strong Enough Student 5 500

Outreach
& Promotio Inqumes & Leads 1,084

Recruitmen

{ Applicants 284
Evaluation Accepts 146

Yi&ld Enrolled 94
Etentlon '<!, Alumni - 69

Marketing
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Articulating Value
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Value =

Satisfaction

Cost
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Value =

Benefits

Price
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Low Demand
Independent School

PERCEIVED PRICE

Value Disadvantage

./ Demand
Independent
School

Decent Parochial
School

Weak =—~—7__
Demand *
Public

School Value Advantage

PERCEIVED BENEFIT

Good Suburban
Public School
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Top Ten Characteristics That Affect
School Quality - General Public Opinion
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B Random Sample (n=}

A A A A P | A A A A A

Providing a Employing Maintainingkeeping Supporting aPreparing  Encouraging Preventing Preparing Attending to
safe highquality disgipline students climate that students parentsto drugand students for lifehe needs of
enviropment teachers motivated ands a 'y s i ac@&demicallgparticipate in alcohol use and career in astudents
enthusiastic to study and for college their child's global with
about learningexcel education economy learning
disabilities

Source: Public Opinion Poll, 2006
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ﬂ Top Ten Characteristics That Affect
—— School Quality - High Income Families

O Targeted Sample (n=}
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Keeping Maintaining Encouraging PreventlngPreparing
5 students L drug and .
. . . . iscipline parentsto students for life
says Iacademicallyraogvated andg3 Gen Pubparticipate jn and other alcohol use nd career in a
to study and ffor college | enthusiastic P b #8 Gen Puf

excel {6 Gen Pub about learning Lhdelirc;zg?]s :gcehnnr?;ﬂ% econom
#5 Gen Pup #4 Gen Pub ] y

learning

Providing a Employing
safe highqualit
environment teachers

Source: Public Opinion Poll, 2006 Higher ranking for affluent families
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Internal Marketing

A Reinforcing the value proposition for current
constituents

I About dialog, not monologue
A Formalize listening

I- Understand their needs, values and perspective
I About relationships and participation
I Creating a sense of community - belonging



